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1967-1968 


THE  DIVISION  OF  EXTENSION  - UNIVERSITY  OF  TORONTO 

will  conduct  a 10  session  course 


THE  SALESMAN'S  ROLE 
IN  THE 

MARKETING  FUNCTION 


10  Sessions:  Tuesdays  — 7:30  p.m. 

COMMENCING  OCTOBER  10,  1967 
Room  403  - Carr  Hall  — Fee:  $30 

COURSE  DIRECTOR 

Richard  Loftus 

Principal 

P.  S.  Ross  and  Partners 

Register  by  mail  or  in  person.  Application  forms  are  available  upon  request  to  Business  and  Professional  Courses, 
84  Queen’s  Park,  Toronto.  Telephone:  928-2393  or  928-2394. 


THE  SALESMAN'S  ROLE  IN  THE  MARKETING  FUNCTION 

With  selling  conditions  changing  swiftly,  there  is  a greater  need  than  ever  for  people  well  trained  to  function 
in  the  sales  side  of  modem  marketing  programs.  New  knowledge  in  both  arts  and  sciences  must  be  combined  to  meet 
the  demands  of  today  and  the  challenge  of  tomorrow.  This  course  gives  an  introduction  to  this  new  knowledge.  It 
will  examine  in  detail  modem  business  training,  motivation,  as  well  as  the  interpretation  and  use  of  modem  data 
processmg  techniques,  market  research,  and  advertising  and  sales  promotion.  The  role  of  the  salesman  on  the  mar- 
keting team  will  be  fully  analysed. 


